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By CHARLES S. ZACK | 

Newark, N. J., May 22.—Resolutions commending the 

state motor vehicle department’s new bill of sale ruling to 
wipe out the “gyp” used car dealer, requesting the Governor | 
to set a date for a compulsory inspection, opposing diverting 
of gasoline tax receipts to other than highway needs, oppos- 
ing a state sales tax or increase in state gasoline tax, were 

adopted at the fourteenth annual convention of the New 
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Detroit Plants Continue Gains; 
Chapin Again Hudson President 


BUFFALO S. A. E. HOLDS 


INTERESTING SESSION 


Buffalo, N. Y., May 22.—The regu- 
lar monthly meeting of the Buffalo 
section of the Society of Automotive 
Engineers set a new attendance 
record for that point last weck when 
135 members and guests enjoyed an 
excellent program featuring Capt. 
Albert W. Stevens, Ajir Corps, | 
U. S. A. Dr. H. C. Dickinson, na- 





|Almost All Plants Report Peedi During May 
In Excess of Projections at the 


Earlier Part of the Month 


By CHRIS SINSABAUGH 
Detroit, May 22.—Over the week-end there have beeq 
two outstanding bits of news of interest to the industry~ 
| the announcement of Roy D. Chapin taking over his old job 
|of President of the Hudson Motor Car Company, and Plynj 
its production records 
|during the month of May, an anticipation of 32,000 units 


cuth predicting the breaking of all 
| for this month as against the original projection of 26,000, 























Jersey Automotive Trade Association in 
Saturday in the Newark Athletic Club. 
John L. Brock of Trenton, who #———— 

was the first president of the asso- , 
lead the} 
Since | 
he relinquished the leadership there | 
Thomas | 
J. Brogan of Paterson was re- 
elected vice-president and Harry F. 


ciation, was elected to 
group out of the depression. 


have been five presidents. 





C. E. Fisher 
Ewan of Atlantic City was again 


T. J. Brogan 


chosen treasurer. The secretary will 
be appointed later by the president. 

Trustees elected were: Clarence 
Fisher, Newark; 
Montclair; Harry R. Ingalls, As- 
bury Park; Cecil S. Hersh, Eliza- 
beth; Edward Kammler, Elizabeth; 
C. P. Weeden, Trenton; Gasper 
D'Ippolito, Vineland; Peter Masso- 
line, Jersey City; George Patterson, 
Paterson; G. W. Gibbs, Collings- 
wood; John F. Endress, Plainfield; 
Harry F. Ewan, Atlantic City; 
Claude E. Holgate, Newark. 

Close to 500 members attended 
the business session in the after- 


(Continued on Page 5) 


STEEL OPERATIONS 
AT 43% OF CAPACITY 


Youngstown, O., May 22.—Steel 
plant operations here this week ad- 
vanced to 43 per cent. of capacity, a 
new high point since April, 1931, 
as virtually all large companies in 
the district joined the long upswing 
in ingot output. Automobile steel 
buying continues to roll in far ahead 
of expectations, while tin plate buy- 
ers and consumers of steel going 
into huosehold equipment and other 
miscellaneous lines are taking an 
impressive tonnage. 

Thirty-nine of 83 openhearth fur- 
naces in the district are melting, 
against thirty-seven a week ago, ac- 
cording to valley trade authorities, 
and will lift production for the week 
to the highest level in two years. 
The gap between operations a year 
ago (24 per cent.) and today con- 
tinues to widen, and district mills 
show a gain of a point over pro- 
duction two years ago. 

The belief is growing that the 
record advance since late March 
will slow down within two weeks, 
but the speed with which finished 
steel is being shipped suggests that 
the upswing may continue for a 


(Continued on Page 7) 





David E. Lane, | 


f 
‘$ 





an all-day session 


WAYNE COUNTY SALES 
UP IN WEEK MAY 19 


| 
| « 
| 
Detroit, May 22. — Wayne county | 


sales for the week ended Friday, | Dr. H.C. Dickinson J. A. C. Warner 


May 19, again showed an increase 


over these of the previous week, the 
total being 1,406 cars and forty 





tional S. A. E. president, and John 
C. Warner, general 
were both present for the occasion, 





trucks, as compared with 1,340 cars ae serving as honorary 
ift ‘ . : 
ang ity track unite | Capt. Stevens, famous for his 


Real automobile buying weather 


has arrived at last and dealers re- achievements in aerial photography, 


illustrated his address with pictures 


port rapidly increasing rospect, 

lists. The general Gaiaton is that | De had taken op major seria} photo- 

the sales bulge will continue into graphic expeditions. Among’ the 
scores of interesting slides he 


June and perhaps through the en- 
tire month. 


DODGE ADDS 174 
DEALERS IN APRIL 


Detroit, May 22.—During the! 
month of April Dodge Brothers Cor- | 
| poration added 174 new dealers to 
its field organization, making a total | 
of 471 new dealers who joined the 
| company’s colors since the beginning 


PIERCE-ARROW OUTPUT | 
the oo of this formidable | UP 25%; CAR SHORTAGE. 


|number of new Dodge merchants, | 
| it is said, not only points to the 
popularity of the line—consisting of 


exhibited were scenes of the solar 
eclipse last fall, taken from an air- 
plane at high altitude . 
depicted points of interest photo- 
graphed in Central and South Amer- 
ica during Capt. Stevens’ aerial tour 
in the interest of the National Geo- 
graphic Society. 

Dozens of illustrations 


revealed 


(Continued on Page 5) 


ing a business increase of unex- 





Dodge sixes and eights, Plymouth | pected proportions the first two 
standard and de luxe models, and| weeks in May, the Pierce-Arrow 
Dodge trucks—but indicates alsO| Motor Car Company announced 


that, in spite of a 25 per cent. step- 


that resident as well as ee 
up in production, it would be unable 


owners of these cars are assured of 
competent service in all parts of the 


United States. (Continued on Page 6) 


APRIL CAR SALES ESTIMATED 
AT 115,000; TRUCK SALES UP 


Detroit, May 22. a the ial of reports received to 
date from thirty-three states which normally represent 
approximately 57 per cent. of the United States, new pas- 
'senger car sales in April totaled 115,000 units as compared | 
with 121,093 in April, last year, according to R. L. Polk & 
Co. The month’s estimate in the report last week fixed the 
total at only 111,000. Sales in March were 78, 741, 

The estimate is based on total *— a 
registrations in these thirty-three| Estimated sales of new motor 





manager, | 


Others | 


Buffalo, N. Y., May 22.—Follow- | 





PROPOSED SALES TAX 
MAY BE DOUBLE LEVY | 


ON MOTOR INDUSTRY} 


| New York, May 22.—According to 
the expressed views of Budget Direc- 
tor Douglas, the sales tax which is | 
in contemplation would be a double | 
levy on industries already carrying | 
special tax burdens, the automotive | 
industry chief among them. It had 
been assumed that a sales tax would | 
replace, not be added to, the special | 
levies now in effect. The National | 
Automobile Chamber of Commerce 
has sent out the following bulletin | 
to members, advising them to press | 
their representatives for relief from | 
this injustice: 

“With the flat statement that an | 


(Continued on Page 3) | 


J.C. HARVEY APPOINTED. 
"AUBURN BOSTON DEALER | 





* in itself almost a top mark. 
The Hudson story broke Saturday 
afternoon following the company’s 
| annual meeting, when the ana 
nouncement was made that Mr. 
Chapin had retired as chairman of 
the board to again sit behind the 
presidential desk as he did from 
1910 to 1923, while W. J. McAneeny, 
former president, becomes chairman 
| of the board, vacated by Mr. Chapin; 














R. D. Chapin 


in other words, the two have swopped 
jobs. 

No other changes in the executive 
personnel have been made. A, EH, 
Barit continues as first vice-presi- 
dent and treasurer, and A, Hood as 
secretary. The directors are the 
same—Chester G. Abbott, S. G. 


Ww. J. McAneeny 





Boston, May 22.—J. C. Harvey, for 
many years one of the leading mo- 
| tor car distributors here, has been) 
appointed distributor of Auburn au- 
tomobiles in Boston and eastern | 
Massachusetts, with salesrooms and 
service department at °71 Common- 
wealth Ave. 

Coincidental with his appointment, 
Mr. Harvey announced new low 
prices on many 1933 Auburn models 
in both the 100 horsepower straight | 
eight and 160 horsepower twelve | 
cylinder lines. He carries a complete | 
stock of Auburn cars in the salon, | 
custom and standard series, includ- 
ing straight ecights and twelves. 

Mr. Harvey is well equipped to 
serve the needs of present and fu- 
ture Auburn owners in and near 
Boston. His service department is 
one of the largest in the city, and 
its facilities represent the finest 
equipment available. 


L. G. §. APRIL SALES 
AT NEW HIGH LEVEL 


Indianapolis, May 22.—After set- 
ting an all-time monthly sales rec- 
ord in April, the L. G. S. Devices 
Corporation now is operating twen- 
ty-four hours per day in order to 





: s trucks in April also increased last 
states of 66,654 units, which was week, the total being fixed at 16,700, 
44.56 per cent. greater than the 46,- 


which would compare with 17,784 in 
108 units registered in those states| April a year ago and with 9,934 in 
in March, and only 3.76 per cent. 





March. The estimate made a week 
below the 69,259 units registered in| ago was 15,000. The thirty-three 
the same states in April, 1932. In 


fill orders on hand. 

W. Carleton Starkey, president of 
the corporation, said that the April 
shipments of free-wheel clutch 
springs were the largest in the his- 
tory of the organization, they hav- 





states reporting showed total regis- 
the twenty states reported last week | trations of 9,699, which was 64 per 
the total was 9.44 per cent. below 


cent. greater than the 5,914 regis- 
the figure for the same states in the | tered in the same states in March, 
like month last year. The gain re- 


and only 2.93 per cent. below the 
ported this week, therefore, is quite | 9,992 units registered in the same 
substantial. 


states in April last year. 





ing delivered over 66,000 to auto- 
mobile manufacturers that month. 
According to Mr. Starkey, L. G. S. 
Corporation has been notified to be 
in a position to ship as many 
springs in May as in April. 


Baits, Max F. Wollering, C. A. Cost« 


|dyk, C. -D. Sterling and R. H. 
| Webber. 

Reporis read at the meeting 
| showed that sales so far this year 


ahead of the same period last 
Car shipments for May so far 


are 
year. 


(Continued on Page 2) 


/WILLYS-OVERLAND WILL 
CONTINUE MAKE CARS, 
TRUCKS TO AUGUST 1 


Toledo, May 22.—Continued op- 
eration of the  Willys-Overland 
Company until August 1 was as- 
sured Saturday, when Federal Judge 
George P. Hahn authorized the re- 
ceivers to manufacture 1,000 more 
trucks for the International Har- 
vester Company and 1,500 Model 77 
passenger cars, 

John N. Willys and L. A. Miller 
were named receivers for the 
Willys-Overland Company by Judge 

Hahn on February 15. At the pres- 
ent time the receivers are employ- 
ing 2,200 employees, and the order 
of manufacture allowed by the 
judge Saturday means that these 
employees will work through to the 
last of July at least. It is specified 
in the order of the court that the 
work must be completed by Au- 
gust 31. 

The passenger cars will be sold 
by the time they are made, Mr. 
Miller said. Judge Hahn also 
granted permission to request the 
listing again of the company’s se- 
curities on the New York Stock Ex- 
change. This was understood as @ 
preparatory move in reorganization 
plans. 
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Announcing - - « 


The New 
Stinson 


"RELIANT 


Four-Passenger 


Cabin Plane 
215 H. P. 


Lycoming Moter 





‘994 


f. o. f. Wayne, Michigan 


Stinson again makes avi- 


ation history, by being 
first to offer the type of 
plane most people want, 
at a price they can afford 
to pay. The new Stinson 
“Reliant” is the ideal plane 
distribu- 


for automotive 


tors, for executives and 
members of their organiza- 
tion who want to speed up 
business by covering much 
more ground in much less 
time. New Performance; 
Increased Speed; Greater 
Comfort; Sparkling Style; 
Lower Operating Cost; 
New Low Price! Fully de- 
* scribed and pictured in 
the March-April issue of 
Stinson Plane Talk, the 
Stinson Magazine. Wriie 


for your copy. 


Mailed Free—Post Paid 


STINSON AIRCRAFT 
CORPORATION 


Wayne - - - Michigan 


Division of Cord Corporation 
/ 
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Detroit Plants Continue 
Gains Throughout May 


(Continued 


almost exceed those of the whole 
month of May last year, while sales 
continue to gain, and have shown 
increases for nine consecutive weeks 
now. 

Plymouth’s new production sched- 
ule for May calling for 32,000 units 
a step-up from the original esti- 
mate of 26,000. If Plymouth comes 
up to schedule—and there’s no rea- 
son to doubt this—it will exceed the 
previous high of 28,000, made in 
August, 1931. Last Wednesday, by 
the way, Plymouth produced a total 
of 15,000 cars, which is the largest 
single day production ever turned 
out during a normal working day. 

And this writer gets good news of 
a similar character from other com- 
panies. Pontiac continues its 1933 
success with more demand, more 
sales,and consequently more produc- 
tion. The first ten days of May re- 
vealed a further sales increase at a 
time when retail deliveries normally 
should be dropping from their cus- 
tomary springtime peak. The pro- 
duction schedule has been jumped 
| twice this month. As a result the 
| factory now expects to build during 
|May 17.5 per cent. more cars than 
| originally planned. 
| Buick is running six days a week 
'in response to the orders from deal- 
ers all over the country, which 
made the expanded manufacturing 
schedule necessary. W. F. Hufstader, 
Buick sales manager, is making a 
swing around the circle contacting 
with dealers. 

Optimism as to sales potentialities 
is expressed by Buick officials. While 
no definite figures of sales are being 
released, it is understood that the 
first ten-day period showed an in- 
erease over the corresponding period 
for April, which in turn registered 


figures. 
In connection with a series of 
| meetings at the plants of Flint’s 


'R. C. GRAHAM REPORTS 
| DEALERS RE-INVESTING 


Detroit, May 22.—Robert C. Gra- 
ham, vice-president of the Graham- 
Paige Motors Corporation, sees a 
sign that better times are near in 
the fact that business men, backed 
by private capital, are showing re- 
newed interest in automobile mer- 
|chandising as a source of profit. 

“Within a period of only six 
weeks,” Mr. Granam says, “the 
Graham-Paige company has signed 
up as new distributors firms that 
have had long experience in the mo- 
tor car business and are now back- 
ing their judgment that business is 
| due to come back by investing fresh 
capital in order to be all set for the 
upswing when it comes, 

“Such firms have become our dis- 
tributors in Boston, Dallas, Los An- 
geles, San Francisco, Kansas City, 
Fort Worth, Portland, Ore., and 
elsewhere, all within recent weeks 
—points sufficiently widespread to 
|indicate that the renewed interest 
in motor car selling is not restricted 
|to any one or two sections of the 
;country. During the same period, 
| we have, of course, signed up many 
new dealers. 

“It has been many months since 
| it has been possible to interest cap- 
ital in motor car investments to the 


velopments. Undoubtedly, the men 
back of these firms sense that prof- 
itable times for the motor car mer- 
chant are just ahead. They are 
counting, of course, not on the next 
|}month or two, but on a long up- 
| swing that may be well under way 
before the end of this year. 


FIRESTONE BUSY 
Kansas City, May 22.—‘‘We’re em- 
ploying twice as many men in our 





May replacement sales will be twice 
as large as any month in our his- 
| tory,” Harvey S. Firestone, chair- 
man of Firestone Tire and Rubber 
Company, said here. “My plants are 
running twenty-four hours a day, 
four shifts of six hours each, I 
won't let them run seven days. I 
was raised on a farm, 
wouldn’t gather his hay on Sunday.” 


a substantial gain over the March | 


extent indicated by these recent de- | 


plants as sixty days ago, and our} 


and dad | 


from Page 1) 


industrial units, at which the 
Chamber of Commerce has been 
the guest, Buick held a session in 
plant No. 11, at which there was a 
large attendance of industrial lead- 
i and factory executives. The 
feature of the evening was a dis- 
play of illustrations of historic cars 
, made by Buick, dating back to 1904. 
| These were shown on the screen 
j}and culminated in a presentation 
of the 1933 line of straight eights. 
Under the direction of Kingston 
Forbes of the Buick engineering 
staff a special display for the Buick 
exhibits has been prepared in con- 
nection with the Century of Prog- 
ress exhibition in Chicago. It con- 
sists of a 1905 Buick engine and 
some of the 1933 Buick power plants 
on special mountings, which show 
the developments of the valve-in- 
the-head principle as Buick has re- 
fined it through the years. : 
| Chrysler’s Chrysler unit also is 
holding the stiff pace of this late 
spring buying season. The week 
ended May 13, I am told, was the 
second largest in Chrysler history. 
It was 14 per cent. over the previous 
week on sales of Chryslers and 
Plymouths, the fifth: consecutive 
weckly gain. Chrysler has delivered 
9 per cent. more from the first of 
the year than in the same period 
last year. As for signing up new 
dealers the count now stands 594 
since the first of the year and that 
doesn’t include old dealers resigned. 
Dodge dealers’ retail deliveries for 
the week ended May 13 totaled 
3,452 units, an increase of 49.3 per 
cent. or 1,140 units over the same 
number delivered in the correspnod- 
ing week of 1932. For the year to 
date deliveries are 31.5 per cent. 
over the same period last year. 
May hasn't been tabulated as yet, 
but in April, Dodge added 174 new 
dealers to its field organization, 
making a total of 471 new ones since 
New Year's. 





FOY OF DE SOTO WILL 
PACE INDIANAPOLIS RACE 


Detroit, May 22.—When the speed 
demons of the famous 500-mile rac- 
ing Classic at the Indianapolis Speed- 
way roar away to a start on May 
| 30, they will be paced at a 100-mile 
speed by Byron Foy, president of 
the De Soto Motor Corporation and | 


Old Place in the Sun 
aoa 


New Setup 
* 28 


About Rubber 


* . 
Enthusiastic 


* * ” 


Chris Sinsabaugh 


Detroit Editor 


EBBE I was pyshic (Darn it, I never could spell that 

word, anyway; Iet’s call it a thought wave), when I 
wrote in a paragraph a week ago that Roy D. Chapin had 
taken off his coat and had gone back to work for the Hudson 
company. My hunch made good, even if I couldn’t go into 
detail at the time. Announcement that he has returned to 
the presidency after years as chairman of the board is pleas- 
ing news to the Hudson dealership who always had faith in 
the Chapin leadership. The old place in the sun for Hudson 
seems assured through the return of this magnetic person- 


ality to active participation in the affairs of this veteran 


concern. 
* * * 


DR. RUTHVEN, PRESIDENT of the University of 
Michigan, made a good talk on “‘A Ten Point Educational Pro- 
gram for Business” at last night’s meeting of the Detroit 
Section of the S. A. E., when the Rippingville administration 
sang its swan song and turned over the reins to the new setup. 

Seldom it has been in the history of the section that such 
a well balanced set of officers has been selected as in the 
present case. For chairman there is H. T. Woolson, chief 
engineer of the Chrysler Corporation. The vice chairman 
in charge of passenger car activity is C. R. Paton, chief 
engineer of Packard; head of body activity is C. W. Richards, 
body engineer of Cadillac; the vice chairman of aeronautic 
activity is William A. Mara, vice-president of the Stinson 
Aircraft Corporation; D. A. Wallace, vice-president in 
charge of manufacturing of the Chrysler Corporation, is 
vice-chairman of production activity, while Dr. S. M. Cadwell 
of United States Rubber, is the happy selection on student 
|activity. J. W. Votypka, the new secretary, is chief engineer 
of Le Baron Body, while F. W. Marschner, treasurer, is 
western manager of New Departure. 

* bod * 


ADCRAFTERS LEARNED a lot about rubber at the 
last luncheon when they were addressed by Dr. Sidney M. 





vice-president of the Chrysler Cor- 
poration. 

T. E. Myers, general manager of 
the speedway, will ride with Foy in 
ithe front seat. The pace drive 
keeps the cars in even rows, 


in the history of the speedway. 


A STAR SHINES 

New York, May 22.—Why 
Sloan, salesman of the New York} 
| branch of the Cadillac Motor Car | 
| Company, became president of the | 
| Merit Men’s Club of the Cadillac or- 
| ganization was demonstrated during 
|one of the closing days in April, | 
|when he delivered five cars at a| 


|price total of $22,938. 
| Men's Club was organized last year 
|for the crack retail salesmen of 


Cadillac throughout the country and 
|Mr. Sloan automatically became 
president because his total Cadillac- 
La Salle dollar volume was the high- 
est in the country. 


INDIA TIRE SALE 


Akron, May 22.—Federal Judge 
| Paul Jones of Cleveland refused to 
| enjoin the sale of the India Tire and 
| Rubber Company and refused to ap- 
| point a Federal receiver for the com- 
|pany. The judge gave the creditors, 
| parties to the receivership, until May 
| 31 to obtain a better offer than the 


one recently made, and stated that | 


if on that date a better offer had 


not been made the present bid would | 


| be accepted. 


SNAP-ON-TOOL BUSY 
Kenosha, Wis., May 22.—Hours at 
| the Snap-On-Tool Company ‘have 

been increased and the concern is 
now running 90 per cent. capacity. 
|The 350 salesmen and thirty-two 
| branches throughout the country are 
reporting a genera) increase in busi- 
ness. Sales volume for the first week 
|}in May was ahead of the same pe- 
riod in 1932, and the balance of the 
month indicates a continuance of 
' favorable business, 


and | 
there has never been a false start | 


R. B.| 


Cadwell, director of the development division of United 


‘States Tire, for this great scientist knew his stuff and made 


\it interesting from start to finish. 

From a strictly automobile viewpoint, Cadwell clicked 
with us when he told that there are at least 300 different 
places where rubber is being used today in automobele con- 
struction. And 80 per cent. of all rubber production is made 
into tires. He told us about latex, rubber in its native liquid 
form, which now can be brought over and which is not only 
being used in automobile tires, where it. serves as a binder 
for the fabric, but in other ways such as the backing for 
upholstery and for rugs, etc. Doc even went so far as to say 
that he knows one man who is wearing a suit of clothes 
woven from “lastex” as it is called. 


The Merit ® * 


F. G. KING, technical manager of English Dunlop, was 
a guest and when Cadwell touched on rubber as road surfac- 
ing material the Britisher chipped in his bit. Cadwell said 
that even with rubber at five cents a pound the cost was still 
| too great to promise extensive use of rubber in road building. 
| King backed him up in this and added that while several ex- 
| perimental sections of rubber road have been installed in Eng- 
‘land, he doubted if rubber would be greatly used for this 
| purpose. 
King, however, is strong for its use in marking the white 
lines in the center of pavements by an inlay process. It’s a 
marked economy over white paint and far more lasting. 
* * os 


ONE OF MY SCOUTS, Morrow Krum, has been at 
'Indianapolis and seen the Studebaker team training for the 





| 500-mile race. And, boy, is he enthusiastic! 

“I believe your prediction that a Studebaker will win 
the race is well founded,” he writes. “Chris, those five cars 
are really honeys. They’re faster, stronger, better looking. 
They’ve got the strength to stand the gaff. They’ve got many 
more miles per hour beneath their wind-tunneled bodies than 
they had last year. They’ve got new centers of weight, new 
strength in their axles, new endurance in their tires. And, 
more than that, Chris, they’ve got drivers who are calm and 
courageous, who want to win enough to keep out of troubles 
and still keep pouring in the coal. I think you’re right— 
Studebaker has the best chance of ’em all. Studebaker is in 
there as Studebaker—win, lose or draw, a factory entry.” 
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Retail Salesmen 


let us get it ready for publication. 


you commissions. 
Dealers read this page. 





This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this'is your department. Automotive 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. 
your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 





It wants you to pass on 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


Give us the benefit of your reactions on 
these problems that affect the work) of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 





HOW ONE STAR SALESMAN WORKS 


Some time ago Dick Webster, car salesman with the | 


Zell Motor Car Company of Baltimore, Packard distributor, 
was awarded first prize in a company contest for the best 


letter telling how he works in selling cars. 


This letter is 


packed with suggestions that are of use to a salesman work- 
ing for any company, and we are venturing to present a 
resume of Mr. Webster’s letter: 


No. 1. Of first importance is the 
question of obtaining new prospects, 
for without the prospect no sales 
can be made. One of the best 
methods of obtaining new prospects 
is to get in touch with those people 
who purchased other makes of cars 
two years or more ago. For instance, 
I have always kept a file card on 
every prospect I work. If this 
prospect purchases some other make 
of car I immediately, upon learning 
of such purchase, mail him a letter 
expressing my regret at having lost 
his business, congratulating him on 
his selection or choice (no matter 
whether I think he has bought wise- 
ly or not) and hoping that his busi- 
ness, temporarily lost, will be per- 
manently regained when he again 
purchases a new car. Many times 
I have had this same person call me 
within a few weeks after taking de- 
livery on his new Buick, Hupp, etc., 
and give me prospects, especially if 
he had been disappointed in the 
performance of his car, or with the 
service rendered. I have in my desk 
at all times about a thousand or 
more cards. A good many people 
that I tried to sell two or three 
years ago who bought other makes 
of cars are live timber this year, and 
I already have a start with the 
prospect, because of my having tried 
to sell him a Packard before. Every 
evening when I am not busy I get 
out ten or fifteen of these cards and 
call them up, and, it brings results. 

The second most important source 
of obtaining prospects is 
friends who are selling other makes 


of cars in the $600-$1,200 field. ‘This 
year (1932) I am always trying to| 
find prospects for cars in this price 


class, for I know that when one of 
my customers tells me he is in the 


market for a lower price car, and | 


~— 


| west. 





prospect I work. I am inclosing a 
copy of the three main letters I use. 
Letter No. 1 I believe the most 
potent selling influence of the maii 
campaign. It is sent to the pros- 
pect the day of the first contact. 
After reading “Reputation,” the 


prospect is in the proper frame of | 


mind to know and believe in Pack- 
ard. This letter and article is in- 
tended to “etherize” the patient, so 
to speak, and I believe after reading 
“Reputation,” he most certainly 
must feel kindly toward Packard. 
Letter No. 2 follows after the demon- 
stration and appraisal have been 
made. Attached 
another one of our factory mailing 
pieces. Letter No. 3 is sent to the 
prospect when he has signed the 
order. This letter clinches the deal, 
or makes more binding his signature 
to the order. I use this same let- 


ter whenever I have sold an old| 
I try to time the| 


Packard owner. 
“bombardment” of the prospect to 
fit the individual case. 
ard salesman will find it most bene- 


fical to use, wisely, the factory mail- | 


ing pieces. They do a big selling 
job in the salesman’s absence. 


No. 3. My system of eliminating | 
overhead in my work is to chart my | 


prospects. I have a sheet, copy of 


which is attached, which is divided | 


into four sections, north, east, south, 


the business section which is located 


from | in the middle or center of Baltimore. 
|In North Baltimore section, I may 


have thirty names listed. Each one 
of these names is numbered in order 
—No. 1 prospect is the nearest to 


our showroom, No. 2 the nearest to | 


No. 1, etc. At the end of each line 
you will notice a red mark which 


I convey this information to the | indicated the prospect may have a 


class, it will be returned to me many 
times. I always refuse to accept a 
part of any salesman’s commission, 
but I let them know that I will ap- 
preciate their giving me their pros- 
pects in my price field. Heretofore, 
I have been able to depend on my 
friends, selling other makes of cars, 
for about twenty to twenty-five 
sales each year. But, of course, I 
am now one of their competitors 


and do not expect so much help) 


from these “friendly enemies.” How- 
ever, I know that these friends will 
recommend a Packard, especially 


the sale has sifted down between 
Packard and one other make of car. 
Every Packard salesman will do well 
to cultivate the friendship of every 
man in the automobile business, 
salesmen, garage owners, chauf- 
feurs, etc., playing the game fairly 


with them at all times and helping | 


them. I have found this policy pays 
handsome dividends. Many times, 
in the past, a really hard deal has 
been decided in Packard's favor 
over a Cadillac by the Hupp sales- 
man, who had been eliminated in 
the sale or transaction and who was, 
therefore, impartial. Several weeks 
ago, I asked a friend of mine in the 
Hudson sales organization to call 
on a prospect who was having 
trouble in deciding between a Blank 
and a Packard, After he interviewed 
the prospect I immediately deliv- 
ered a new Packard. 

No, 2. I have found of great in- 
fluence and help the sending of let- 
ters and factory literature to every 





|his home. 








salesmen of the cars in this price | downtown office and can be ad- 


vantageously seen there, instead of 
Each night I plan my 


work for the following day. If to- 


|morrow I have a demonstration or 


appointment with Mr. Jones, No. 12 


prospect in North Baltimore section, | 
} as soon as I have finished with him 
In this | 
| way, I am able to eliminate loss of 


I then go to No. 13, 14, etc. 


time and am able to cover more 
ground thoroughly and effectively. 
Every night, I telephone from 7 to 
9.30 p. m. trying to arrange demon- 
strations and appointments. 


At the time of delivery of the new} 
when they find that they have no, Packard I always impress the new 


chance to sell their car and when | Owner with the fact that I am sure 


I will sell during the coming year a 
good many of his friends and neigh- 
bors. I always follow up this de- 
livery with a few personal and tele- 
phone calls to see that his car is 


| satisfactory. About every six months, 


I write a letter to all my owners 
asking their suggestions as to how 


o improve our service facilities, and | *. 7 S 
t Pp | discriminatory taxes. 


a general sales tax 

superimposed on the already heavy | 
Federal excise taxes would be gross- | 
NOT AN ADVERTISING EXAGGERATION 
BUT THE UNVARNISHED TRUTH— 


reminding them that I will appre-| 


ciate any business they may be able 
to put in my way. These are the 
best methods to obtain the help of 
owners. It is proper to always be 
reasonably sympathetic to the own- 
ers’ complaints and to straighten out 
their grievances if it is possible to 
do so, 

My arguments to convince the 
prospect that it is right and logical 
to purchase a car now are, first, the 
prospect can obtain more automo- 
bile for his money at this time than 
at any other. This particularly ap- 
plies to Packard. Packard has thou- 


(Continued on Page 6) 


|they passed a_ general 


to this letter is| 


Every Pack- | 


Also a place in the center for | 
;enue as 





| shop” conditions, 








PROPOSED SALES TAX 


MAY BE DOUBLE LEVY 
ON MOTOR INDUSTRY 


(Continued from Page 1) 


emergency exists and that revenue 
must be obtained regardless of any 
equities, Director of the Budget 
Douglas today told members of the 
Ways and Means Committee that if 
manufac- 
turers’ tax its provisions should 
apply to industries already subject 
to special excise taxes. 


“Mr. Douglas admitted that this | 


constituted double taxation, but 
added, “Let them pay twice.” 
“While saying that he was not at 
this time recommending any speci- 
fied tax, Mr, Douglas submitted four 
alternative proposals designed to 
raise an emergency fund of $220,- 
000,000, which he said was essential 
to the flotation of the recovery pro- 
gram of $3,300,000,000. These were: 


I. 


Increase normal income taxes 
from 4 to 6, and from 8 to 





Dee Ge. cenuncaseeenes $46,000,000 
Disallow exemptions on corpo- 
ration dividends .......... 83,000,000 
Three-fourths cent per gallon 
tax on gasoline . 92,000,000 
$221,000,000 
II. 
Same increases in normal | 
Rit tan Gewese wean edeeeess $46,000,000 
Same disallowance in divi 
dend exemptions ......... 83,000 000 
Excise tax 10 cents per pound 
See WE ben evagaseesccaven 8,000,000 
Excise tax 5 cents per pound 
Sn MD acnceseonenoaeie 70,000,000 
Excise tax 5 cents per pound 
on cocoa .... pumdevsnves 17,000,000 
$224,000,000 
Ill. 
Increase normal] income taxes 
from 4 to 8 per cent. and 
from 8 to 12 per cent...... $87,000,000 
Same disallowance of dividend 
exemptions, but at higher 
PHOED ccccesecececcocesves ; 103,000,000 
Five-cent tax on telephone 
calls from 25 to 50 cents.. 6,000,000 
Reduce exemptions in admis- 
sion taxes to 20 cents 25,000,000 | 
$231,000,000 
IV. 
General manufocturers sales 
tax 1% per cent........+.. $214,000,000 
General manufacturers sales 
tax 1 1/5 per cent......... 228,000,000 
“Explaining the manufacturers 


tax estimates he said the only ex- 
emptions made were for those doing 
a business of $20,000 or less. 


“He noted other sources of rey- 
including elimination of 
exemptions for married persons, 
elimination of all exemptions for 
admission taxes, and taxes on pre- 
scription liquor. 

“Other sources of revenue elicited 
by committee remarks were taxes 


on pipe lines and another two cent | 


tax on cigarettes. 

“Under cross examination, he 
said that the sole insistence of the 
administration was that taxes should 
make the necessary returns. He in- 
dicated further that he might be 
back Monday to take the stand with 
the President’s recommendations if 


the committee had not decided upon | 


a program by that time. 

“While interest centered in the 
tax provisions, Mr. Douglas sketched 
out also the purposes of the indus- 
trial control provisions of the bill, 
putting the emphasis on “sweat- 
Donald Richberg 
testified along similar lines. 

“Chairman Doughton appointed 


Ragon (Ark.) as chairman of a sub- | 
|committee of lawyers to study the | 


anti-trust provisions. 

“Because of the President's insist- 
ence upon early action, the com- 
mittee hearings will be very brief. 

“The attitude of your taxation 
committee is that the gasoline tax 
should be reserved to the states, and 
that if there are to be further excise 
taxes, they should replace existing 


“Obviously, 


ly unfair. 

“If you agree with this position, 
it is recommended that you take 
these steps: 

(a) If your state has a man on 
the Ways and Means Committee, 
telephone or wire him, 

(b) If it has not, phone or wire 
your congressman, asking him to 
urge the Ways and Means Commit- 
tee not to discriminate further 
against your business. 

(c) Call on your dealers and 
others to take similar steps.” 
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Cobleigh Describes Salvage 


Plan of N.A.C.C. to Dealers 


Newark, N. J., May 22.—“In salvage 
there is hope,” said H. R. Cobleigh 
of the salvage division, National 


Automobile Chamber of Commerce, something nobody wants. 
jat the fourteenth 


annual conven- 


|good used car in trade. To sell 
|that you take a worse one, and that 
| process continues until you have 

By all 


tion of the New Jersey Automotive lived its useful life and desrves re- 


Trade Association held here Satur- 
day. 
“There have been so many ‘false 


ued. “But the salvage 
ing is not altogether new, is not, 
strictly speaking, a used-car plan, 
and, moreover, two of the twenty- 


five cities in which it is already in 


|effect, Kansas City and St. Louis, 


are in the commonwealth renowned 
for its skepticism. 

“The most cogent reason for your 
patiently hearing me 
that this program is the best answer 
the Chamber has yet found to the 
question: “What can the manufac- 


|turers do to help the dealers?” 


“Before taking up the program 





H. R. COBLEIGH 


of its antecedents and particularly 
the assertions just made. 

“Pirst, that it is not altogether 
new. 


has had less than two years try-out, 
so this ‘new mode)’ has been 
through its ‘proving ground’ tests. 
“Second, that it is not, strictly 
speaking, a used-car plan. 
be better described as a useless-car 
plan, and as such it is offered with 


no contention that it will solve the | 


program | could give him for it. 
which the Chamber is now promot- | 








Some of its elements are over | 
eight years old, almost none of them | 


all | 


It would | 


that is sound and sensible, it has 
tirement. But how? 
“The difficulty has been to get 


| ‘dealers to scrap and scrappers to 
alarm’ used car plans that the ap- | deal.’ 
pearance of a new one would invite |money tied up in it to be satisfied 
a Missourian reception,” he contin- | with 


The dealer had too much 


what the junker would or 
So, as long 
as the dealer could patch it up with- 
out too much expense, he would re- 
sell it as a unit of transportation. 
Even if he had reached the point 
where he was willing to take the 
less and junk it he found that the 
habit of junk yards was to sell com- 
plete cars whenever they had the 
chance to make a quicker turn over 


through iS/and save the labor of demolishing. 


And there was a market for them 


|from the wise motorist who knew 
|their value as trade-ins, so the car 
|kept repeating on the dealers 
| town. 
|itself I want to explain something 


in 
Seven times was a common 
experience. In one instance in St. 
Louis it was found that dealers in 
that city bought the same old 
‘crock’ fourteen times. 

“This situation gave birth to the 
co-operative dealer salvage yards, 
of which there have been at least 
eight or ten, but the dealers in all 
cities did not feel like tying their 
capital up in this precarious busi- 
ness, and that program would never 
have been universal. The history of 
co-operative dealer salvage yards 
goes back eight or more years. 

“About the same time the Chev- 
rolet Motor Company started what 
was known as the Chevrolet plan, 
the purpose of which was to subsi- 
dize, partly at least, the dealers’ loss 
when he junked a car. It took the 
form of a bounty that the dealer 


; could clain, after he purchased a 


certain number of new Cars, by mu- 


' tilating the old car in the presence 


of a factory representative to a con- 
dition where it was commercially 
impractical to repair it for further 


|use on the highways. 


“Our survey among the dealers at 
the time of the study referred to be- 
fore, indicated the popularity of this 
plan, so it was recommended to 
other manufacturers under the 
name of the Highway Safety Plan, 
several of whom adopted it. As far 
as it went it was a great help, but 
it had one serious defect—it made 
no provision for disposing of the 
‘cracked’ cars. The dealers were 
lucky if they could get any one to 
haul them away. Seldom could they 
get anything for them, if the crack- 


used-car problem, but that it will | ing had been faithfully done. 


greatly relieve it by going straight 
to the sorest point. We all know 


“Then came a suggestion from 
Cleveland. The dealers there made 


that late model used cars give you|2N arrangement with a local scrap 
little trouble, and that the older | merchant to establish a yard that 
they are the more you lose on them. | bonded itself to dismantle all cars 


“The study out of which this pro- 
gram developed was begun four 
years ago. An important fact devel- 
oped at that time concentrated our 
attention on the oldest cars. 
was that two-thirds of the stocks 
of cars in dealers’ hands were over 
three years old. 


“You sell a new car and take a} 






the NEW 


| it took in and agreed to sell nothing 


therefrom but scrap. The factories 
in the Highway Safety Plan were 
persuaded to enter into an agree- 


This |ment with this yard to accept its 
| certificates of demolition in lieu of 


“cracking” the cars so that they 


(Continued on Page 4) 
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Co-ordinating Business 


NLESS we are vastly mistaken, one of the most impor- 

tant steps that President Roosevelt has taken in his 
campaign to bring about recovery will eventually be found 
in the move for industrial co-ordination, which is part of the 
recovery bill. At the moment it seems certain that Gen. 
Hugh S. Johnson, who formulated the selective draft law 
during the war, is to be placed in charge of this vast under- 
taking. 

In the opinion of many financial and economic experts 
the fundamental trouble with business during the long 
depression has been, not so much lack of a market as the 
chaos that has existed within its own ranks. With industry 
forced to maintain competition and refused the privilege of 
consultation or co-operation, abuses were inevitable. Healthy 





competition at the first sign of depression gave way to cut- | 
throat bargaining and operations conducted without profit | 


or at a positive loss. 

We need go no further than our own industry to find 
an example of what choatic conditions have accomplished. 
There has been no year during the depression, not even 
excepting 1932, when there was not enough business to 
enable automobile dealers to make a profit if it had been 
properly conducted. We have said repeatedly that the auto- 
mobile business ought to be a good business for manufac- 
turers, distributors and dealers. That it has not been a good 
business, at any rate for dealers, is largely due to conditions 
in the industry that could only be cured by co-ordination of 
effort all along the line. 

Another excellent example of industrial chaos is to be 
found in the moving picture business. One of the keenest 
students of this industry said to us recently that: “There is 
enough money being taken in at the box offices of moving 
picture theaters to make a profit for everybody in the busi- 
ness, but conditions within the industry are such that few 
people in any division of the industry are showing anything 
but a loss.” 

It would be possible to name a dozen great industries 
where the same condition exists. The need all along the line 
is for co-ordination of effort and co-operation among com- 
panies in the same field. 

All this gives an idea of the formidable task that will 
confront Gen. Johnson when he assumes the task of what 
amounts to “dictator of industry.” He will have to analyze 
conditions in a hundred different lines of business, find 
out where the adverse factors lie and devise a cure for them 
through co-operation among the companies in each field. 

Obviously, this is a task to daunt any man. The real 
hope of success lies in the fact that all industrial and busi- 
ness organizations want to make money. They have found 
by bitter experience that few of them can under the old con- 
ditions of chaos. They probably will be glad to yield tempo- 
rarily a certain degree of freedom of action for a system of 
co-operation that will cure the basic evils that have kept 
them in red ink for three years and more. 





Termites 

New York is just now suffering a termite scare. These 
little insects, usually found in the tropics, bore into wood, 
eat it and eventually cause collapse of the structure. 

This ought not to cause any wild excitement in any sec- 
tion of America. For years and years our well known 
political life has been infested with termites. These insects 
can be explained only on the assumption that they eat wood 
and that after digestion the substance immeditaely goes into 
their heads, where it becomes thicker and thicker and more 
impenetrable with the passing years. Termites, indeed. We 
can show them something. 





Telephone CA nal 6-1000 


(Continued 


something for the cars. 


lost almost exactly what it paid the 
dealers for 


for their 
favorable a 


scrap alone, 
location as Cleveland 


cost as much as the scrap would 
yield. 
“This yard then asked permission 


operative dealer salvage yards Wiad 
found it necessary to do, and in as 
much as the co-operative yards had 
demonstrated that the sale of sec- 
ond-hand parts did not hurt the 
dealers’ new parts business the fac- 
tories consented, 

“The subsequent success of this 
yard convinced the factories of the 
desirability of extending the plan 
throughout the country. Thereupon 
they gave the chamber the respon- 
sibility of working out the details of 
a new program and the appointing 
of salvage yards, the factories agree- 
ing to accept the certificates of de- 
molition issued by any such yards 
as the evidence upon which they 
would pay the scrapping bounty. In 
the early winter the plan was ap- 
proved and December 1 the first 
two yards were appointed—Kansas 
City and Detroit. Since then we 
have appointed yards as follows: 
Buffalo, Pueblo, St, Louis, Oceanside, 
N. Y.; San Francisco, Los Angeles, 
Syracuse, Atlanta, Milwaukee, Mun- 
cie, Akron, Cleveland, South Bend, 
Pittsfield, Scranton, Philadelphia, 


| 


Wichita Falls, Utica, Jamaica, N. Y.; | 


Corona, N. Y.; Waterloo and Spring- 
field, Ill.; Winfield. 

“Extending the highway safety 
plan to provide for salvage brought 
many advantages to all concerned. 
Let us consider the public first, for, 
after all, it pays the bill. The orig- 
inal plan had increased safety on 
the highways by doing away wiih a 


goodly portion of cars that were un- | 


safe to be operated; unsafe not only 
for themselves, but particularly be- 
cause of the irresponsible hands 
into which they fell. The new pro- 
gram adds to the public advantages, 
conservation of natural resources, 
utilizateon of waste and preserva- 
tion of landscape beauty. 

“To explain: The organized dis- 
posal of used cars means the final 
salvaging of even the metals. Here- 
tofore a very small part of wreck- 
ers’ iron ever found it way back to 
the mills. It was dumped. Cars 
were stripped of their saleable parts 
and metals and what was left was 
abandoned wherever the wreckere 
could do it without getting into 
trouble. You have seen the result 
in the steadily increasing accumu- 
lating piles of cars that are dis- 
figuring the roadsides everywhere. 
Incidentally, many people think 
these are wrecks, and they remark 
the growing danger of motoring. 
Not only are these plucked car car- 
casses an eyesore, but the waste of 
the iron in them 1s_ prodigious, 
probably not less than 2,000,000 tons 
a year, to replace which uses up 10,- 
000,000 tons of raw materials annu- 
ally, for the making of a ton of pig 
iron requires two tons of ore, two 
tons of coke and a ton of limestone. 

“Even were there no direct ad- 
vantages to the industry it would 
seem to be its moral obligation to 
interest itself in the economic 
aspecis of old car disposal for the 
sake of the public and posterity, 
particularly as there are no others 
to look to to take the responsibility 
who have the ability to cope with 
the problem. 

“Now let us take up the more 
selfish considerations. What advan- 
tage has the new program over the 
old to the dealers? First, to those 
now in the plan, it means a greater 
return on their bountied cars, for in 
an unmutilated condition the yards 
can pay more for them. The dealer 
is also saved the expense of mutilat- 
ing the cars and there is not the 
delay of awaiting the factory repre- 
sentative’s arrival to see them muti- 
lated. Also they have a yard to 
whom they can sell their unbountied 
cars with certainty that they will not 
get back on the road. This latter 
advantage applies as well to the 
dealers whose factories are not yet 


might be driven under their own 
power from the dealer to the yard 
to do away with the hauling ex- 
pense, and the yard agreed to pay 


“After a year’s operation this yard 
the cars showing that 
the cost of salvaging automobiles 


even in so 


where there are steel mills at hand, 


to sell used parts, just as the co- | 


eee . ee 
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in the plan because the appointed 
yards agree to sell no complete cars, 
bountied or unbountied, wherever or 
however acquired. 

“The principal factory advantage 
is a better satisfied dealer personnel, 
but under the new program the fac- 
tories will also be benefited, as fast 
as yards are established, by saving 


to witnecs car mutilation. 
“The chamber will not only have 
to appoint yards, but continue to 


exercise a certain amount of super- | 
vision over them—and particularly | 


will have to co-operate with the 
yards so that they may operate as 
efficiently and economically as pos- 
sible. 
receive 
yards will make enough to stay in 
business. In other words, the cham. 
ber’s salvage division must function 
more or less as a trade association 
for the appointed yards. That means 
some expense which has to be 
financed. All yards consulted ex- 
pressed a desire to have this service 
and a willingness to pay iis cost. 
To distribute the cost equitably it 
was evident that the volume 


best measure of the fee that each 
yard should pay. 
very simply by the chamber supply- 


| 


cents each. 

“The chamber is chartered as a 
non-profit organization, so all in-| 
come from certificates beyond the | 
cost of administering the program | 
will be spent on research and other | 
work for and with the yards. There 
must be engineering developments of 
the demolition process, studies in the 
marketing of secondhand parts and | 
| scrap, the obtaining of more use of | 
automobile scrap through ee; 
tion with the mills and railroads in | 
working out the most advantageous | 
utilization and shipping of scrap, | 
and other problems too numerous to 
mention. 

“In time, as the yards progress in 
efficiency, their profits will increase, | 
they will be able to pay higher prices | 
for cars and the dealers will share | 
in the benefit. I am even so san- | 
guine as to believe that as we go} 
farther and farther in the problem | 
of scientific salvage what the yards | 
can pay for the cars will approach | 
what the dealers receive as a bounty 
from the factories. 

“By this time I hope you are ask- 
ing yourselves the question: ‘How 
can we have a yard?’ That is the 
principal reason I am here today. 
The chamber has adopted the policy 
of appointing yards, not by its own 
selection, but by the selection of the 
dealers to be served. And nothing 
could be more logical, for dealer sat- 
isfaction is the first consideration 
and the only sound basis upon which 
the program can succeed. Very 
naturally the dealers will be best sat- 
isfied with the yards they themselves | 
have picked. i 

“Wherever there are dealer asso- 
ciations we ask them to appoint 
| committees to investigate the facili- 
ties of existing yards, decide upon 
| Which they would prefer to have 
|} appointed and report their conclu- 
{sion to the Chamber. Where there 
jare no dealer associations, we ask | 
that those dealers immediately af- | 
fected, namely, those handling 
Buick, Cadillac, La Salle, Chevrolet, 
Hudson, Hupmobile, Oldsmobile, 
Pontiac and Stutz (the cars that 
are already in the plan) form a 
committee among themselves to do 
this job. 

“If our first contact from a city 
comes from a yard that has heard 
of our program and wishes to be 
appointed we refer it to the dealers’ 
association, if there is one, or if 
there is not, we send them a peti- 
tion to have signed by all of the 
dealers in their territory who are 
now receiving factory scrapping 
bounty, 

“It is desirable that the appointed 
yards serve as large a territory as 
they are willing to cover in collect- 
ing cars, for the larger the volume 
of cars they handle the larger can 
be their scale of operations, and 
the more they should be able to pay 
for cars. Hence, it is desirable in 
picking yards to have as many 
cities and towns combine as is prac- 
ticable. As the yard collects the 
cars its distance from any dealer 
is of little concern to him, All he 
has to do when he wishes a car 











the expense of representatives’ time | 


In that way the dealers will | 
the best service and the | 


bountied cars handled would be the | 








removed is to mail a call card pro- 
vided by the yard. 

“For reasonable and early cover- 
age of your state, I would suggest 
as yard locations Atlantic City, Cam- 
den (there is a question if this can- 
not use the Philadelphia yerd al- 
ready appointed), Newark with 
Elizabeth and the Oranges, Jersey 
City with Hoboken, Long Branch 
with Asbury Park and Red Bank, 
Morristown with Dover, Trenton, 
Paterson with Passaic and Hacken- 
sack, and Bridgeton, each, of course, 
to include as many adjoining towns 
as possible. 

“We have already been in com- 
munication with dealers’ associa- 
tions, individual dealers or yards in 
| Newark, Jersey City, Trenton, Asbury 
Park, Dover, Passaic and Bridge- 
ton. 

“With the program only six 
| months, old we belicve we have made 
considerable headway. Besides the 
yards appointed in the twenty-five 
cities already referred to, we have 
;/nearly as many more almost ready 
to make nominations. There is 
every prospect that we will heave at 
least fifty yards appointed by the 
first of July. Dealer co-operation 
has everything to do with our prog- 
;ress both in helping us to obtain 
| yards and to interest more factories. 
|The faster the program grows the 
| greater will be the benefits enjoyed 
| by the dealers. 
| “We rest our case with your New 
Jersey Association, hoping that we 





|may have your united support to 


That worked out|*Peedily put the new salvage plan 
into effect throughout this state. In 


ing the demolition certificates at 25|C!0Ssing, let me read to you a reso- 


lution adopted by the Connecticut 
State Dealers Association over a 
year and a half ago. Although we 
were at work on the plan at the 


| time, that fact was not generally 


known and it came as a beautiful 
confirmation of our own conclusions 
that the factories could do nothing 
more helpful to the dealers.” 


—_—_—_——_—y 
| COMING EVENTS | 


MAY 


30—Indiarapolis, Ind. Annual 
mile International Sweepsiekes. 


500- 


JUNE 


%—New York. Annual meeting of Na- 
tional Automobile Chamber of Com- 
merce. 

1i—Detreit. Automobile 
Fair Grounds. 

1°2-15—Boeston, Mass. National Association 
of Purchasing Agents, eighteenth 
annual International Convention 
and Informashow, Hotel Statler. 
12-16—Chicage. American Oil Burner As- 
sociation meeting, Stevens Hotel. 
16-13;—Louisville, Ky. American Automo- 
bile Association meeting 
38—Berdeaux, France. Automobile, 
nautical and aeronautical thow. 
26-230—Chicage. American Society of Me- 
chanical Engineers, meeting. 
26-30—Chicage. American Scciety for Test- 
4 , matersam, meeting. Stevene 
otel. 


race... State 


18-July 


JULY 


1. 4—Chieago. American Air 
nicipal Airport. 
10-14—Chicago. Automotive Engine 
builders Association, meeting. 

16-18—Chicage. National Team and Motor 
Truck Owners’ Association, thirty- 
first convention, Palmer 
House. 


Races, Mu- 


annual 


AUGUST 


28-Sept. 24—Chicage. Chicago Society of 
Automotive Engineers, International 
Automotive Enginerring Congrese, 
Polmer House. (This meeting will 
be wide in scope ty take in the -e- 
tivities previously covered in the 
summer meeting and the seronru- 
tical] meeting.) 


SEPTEMBER 


i—Detroit. Gold Cup 
Automobile Races. 


11-15—Chiesze. Americana 
ciety, meeting. 


20-2°2—Atlantic City, N. J. National Petro- 
leum Association, Treymore Hotel. 


Association of 
Congress 


Automobile 
Chemical So- 


National 
Bus Operators, 


21-22°—Chicago. 
Motor 
Hotel 


OCTOBER 


Paris, France. Tweniy-seventh In- 
ternational /.utomobile Fxhibit 
2- 6—Detroit, Mich. National Mcta) Con- 


gress. 


2- 6—Chicago. 

5-15—Paris, France. 
mobile Salon. 

12-21—London, England. Twenty-seventn 
International Automobile and Me- 
torboat Show. 

$8-08—Cahonge. Motor and Equipment 
Manufacturers Association, National 
Automotive Maintenance Exposition, 
Herbert Buckman, manager. 

24-26—Chicage. American Petroleum 
stitute, meeting. 

27-28—Chicago. National Standard Part 

Association, convention, Steven 

Hotel. 

3—Chicago. National Standard 

Parts Association, trade show. 


NOVEMBER 


Chicago. National Battery Mane 
facturers Association, fall meeting. 
(Date to be announced later). 


JANUARY 


6-13—New York. New York National, 
Automobile Show. 


National Safety Congress. 
International Auto- 


Ine 


30-Nov. 
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METAL-TOP CONVERTIBLE 
BODIES DEVELOPED 


Convertible coupe and sedan bodies in which the tops 
are entirely of metal and glass, except for linings, have been 
developed by B. B. Ellerbeck of Salt Lake City. They are 
claimed to avoid the disadvantages of the cloth convertible 
tops now in general use, to be free from drumming and to 
be opened and closed with no more effort than is required 
to open or close the lid of a rumble seat. The following 


description is substantially as furnished by Mr. Ellerbeck: 
The coupe top is a single-piece * 

metal structure, having a transverse | opening, insuring a quiet and water- 
window at the front which becomes | proof job. 

a rear windshield when the top is 
lowered. The lowering of the top is 
a combined rotational and linear 
movement, allowing it to swing in 


quickly dropped into the body pro- 
vides a car of double utility—one 
that may be closed for severe weath- 





TWO VIEWS OF A CONVERTIBLE SEDAN with Ellicrieck metal 
roof shown partly and fully lowered 


closely behind the front seat. Cush- 
joning spring under the sliding piv- | for fine weather. This type of top 
otal connections allows the top to be /|is durable for the life of the car. 
either lowered or raised with no| may be kept clean and sightly, and 
more effort than is required to open | furnishes closed car comfort when 
or close the lid of the deck seat. | required. 

When the top is up, it clamps to In the case of the sedan, the top 
the body edge and to the windshield, | is lowered in a manner similar to 





OUTLINE DRAWING of convertible sedan with top up. The dotted 
lines show the top in its lowered position, with a glass panel in the top 
acting as windshield and the rear section of the top acting as a 


rear cowl 
giving the same rigidity as that of; that of the coupe top, that is: by a | 
a fixed-top coupe. A curtain under combined rotational and _ sliding | 


the roof window will keep out the | movement. Concealed behind the 
glare of the sun when it is neces- | center window pillars, upright rods 
sary. The lower edge of the top|engage parallel grooves extending 


a rubber stip at the edge of the body | top section. 





CONVERTIBLLE ELLERBECK COUPE with rumble seat, showing it up, completely lowered and in an 


intermediate position. 
seat when lowered 


A metal top which is easily and | 


| windshie!ds, 


BUFFALO S. A. E. HOLDS 


er or for formal use, or may be open | 


have a limited backward swinging 
movement. Their lower ends fasten 
to a crossbar between the door pil- 
lars, and their upper ends are turned | 
at right angles to journal into blocks 
which slide in the parallel grooves. | 


When the top is unclamped from!} By HERBERT CHASE 


| the windshield and rear body edge. 

| it is pulled backward slightly until | Engineering Editor 

the hinged joint begins to open. | 

The forward section tilts upward . odi 

and then the movement is down- Sunshine B 1es 

ward, the rear section folding up I am greatly interested in the 
against the front section. The rear| thoughts which you brought forth 


doors are thrown open momentarily 
to allow free movement of the top 
down to the floor of the car. The 
lowered top serves as a rear wind- 
Shield and tonneau’ cowl. The 
body is slightly wider through the 
center than it is at the rear end. 
Suitable dowels, clamps and rubber 
insulating stips are used to give a 


in the “Converting Convertibles” 
|} item in your column. 

It is hardly possible to make the 
present folding cloth 
ibles operate with less difficulty be- 
cause these perishable cloth tops 
shrink after they are wet a few 
times, and neither the buttons nor 
the folding brackets can be gotten 








rigid and waterproof junction be- | into place. Furthermore, the fold- 
| tween the body and top. There can,/ing of the top leaves it full of 
jit is claimed, be no rumble or drum- | wrinkles. allows it to chafe and 
;ming in the body since the metal} eventually rip. The cloth easily 
| top is fully insulated from the lower | rages becomes discolored trom rain 


| body panels. 


and dust and provides neither the 


A top of this nature is said to be isnugness nor the elegance of a 
Suitable for the average large Cer, | meta] top closed body. Such tops 
allowing ample room for the pas-|fiayn in the wind, eventually loosen | 

| Sengers. Either as a closed Or aS|ino windshield and give practically 
an open car, good appearance Is| no support to the window glasses. 
| Obtained. The top is as imperish- | ‘The motorist 


av Vv er age 
shortcomings 


appreciates 


| able as the body, provides a rigid | these the folding 


|} and warm closed body, and gives an | 
open body of maximum visibility, | 
havire the advantage of dual 


of 


INTERESTING SESSION 


(Continued 


noon and the banquet in the eve- | 
(Continued from Page 1) | ning. Dealers brought their sales 
‘hitherto unmapped sections in | 29d service managers. 
| South American jungles and showed | Harold G. Hoffman, state motor 
various views of the lofty Andesn | Vehicle commissioner, led an in- 
| peaks. ; | formal discussion on various phases 
| As a climax to this interesting |0f motor vehicle legislation as it} 
presentation, Capt. Stevens showed a affects dealers. Other speakers were | 
picture of Mount Shasta taken from | Leon F. Banigan, editor, Automobile 
an airplane over Salinas, Cal—a| Trade Journal; Harry R. Cobleigh | 
point of 347 miles distance. This | of the salvage division of the Na- 
photograph is said to establish a | tional Automobile Chamber of Com- 
world record tor ter:itory covered in | merce, and John E. Raine, secretary, 
;a single picture. Automobile Trade Association of 
| Dr, Dickinson pre-cnied a tech- | Maryland. 
nical moving pic.ure film on the Restriction of “gyp” dealers and 


some of their tactics were discussed 
early in the afternoon by Earl} 


{phenomena of front wheel shimmy 
and tramp. The film, preduced in 


| Berlin, Germany, wes highly en- | Leonard, a member of Commissioner 
lightening in connection with this | Hoffman’s steff. 

important problem in motor car! “The motor vehicle commissioner,” 
engineering, and conscquently wa* | Leonard said, “plans a strict super- 


the subject of much comment anc] vision of dealers’ licenses in the fu- | 





discussion at the conclusion of the! ture. Heretofore we have authorized 

prograin. ithe use of dealers’ license plates 
Before the introduction of the | with little discrimination. 

speakers, Mr. Warner presentecd| “This has led to abuses by even 

ivaveling bags to Rudolph F. Hali|the reputable dealers. The shady | 

snd Willis H. Riehl, Awards weve | automobile tradesmen, however, 


given in recognition of leadership in| have defrauded hundreds of Jersey | 
the “Get Your Man” membership | residenis, 
campaign. | the best of our ability. 


The May meeting marked the last) «In the future a person applying | 


We hope to stop this to | 








®| Buffalo s 
is flanged outward to bear against | forward along the inside of the front} yea, just passed. 


These upright supports . 


The top is of metal and has a glass panel which forms a windshield for the rear 





of these events under the admini:-| for a driver's license will be subject | 
tration of the retiring officers—M.| to strict investigation. He will be | 
| E. Thorn, chairman; F. S. Smith,| questioned as to leases, bank ac- 
| vice-chairman, and L. R. Jones, sec- | egunts, criminal records and cre- 
retary-treasurer. The new officers | gentials. Everything he says will be 

-Fred A. Cornell, chairman: Karl) carefully checked. In acdition, “he 


| M, Wise, vice-chairman, and Carl F.| i) be obliged to furnish bond for 
| Lautz, secretary-treasurer-—have al- | $1,000, guaranteed by taree property 
ready outlined «a Comprehensive lowners. Thus the state will have | 
schedule for the coming year, which some hold upon him. 
gives every indication of continuing “We have had recently cases of | 
the progress that has marked the | tnis nature: A fly-by-night dealer | 
group's activity during the | yin set up a second-hand car es- 
| tablishment in an empty lot. He will 
buy second-hand cars at good prices 

but he gives thirty-day notes in 
payment. 

“He will then sell the cars he has 
‘bought” for the best cash price he 
can get. And by the time thirty days 
have elapsed, he will have disposed 
of forty or fifty cars. When the orig- 
inal car owners come to collect on | 
their notes, the dealer has left for | 
parts distant.” 

Delegates to the convention cor- 
roborated this tale with others of 
similar nature. They also com-| 
| plained of irresponsible dealers 
| handling only two or three cars at 
a time and trying to sell these at 
| high prices. Frequently they guar- 
| antee the cars. 

When the new owners encounter 
difficulty, however, they bring back 
the cars only to learn the dealer 
disclaims all responsibility and re- 
fuses to make good his gurantee. 


eo @ 


top convert- | 


| have been 


| turning 
| Then, 





PERTINENT 


POKES and PARRIES 


© 


o 
READERS 





| cloth top convertible and prefers to 
}spend his money for a closed car, 
even though the two styles of bodies 
are the same in price. However, 
buyers of automobiles like sunshine 
while motoring and are not at all 
satisfied with closed bodies. 

The several movable parts of an 
automobile body, such as doors, en- 
gine hood and deck-seat lid are of 
metal, so it is entirely feasible to 
have a movable (lowerable) top built 
of metal, thus providing a car suit- 
j}able for all weather—an airy open 
car or a snug and elegant closed 
car, all in the one body. I am send- 
jing you photograph and descrip- 
tions of bodies of this type.* 

The sedan design has not been 
| published by automobile journels, 
|}and the coupe has been redesigned 
|to give it a fully up-to-date smart- 
ness. The new coupe design has 
not been published. 

B. B. ELLERBECK. 


*These are furnished in enother column 


New Bill of Sale Law for 
N. J. Indorsed by Group 


from Page 1) 


Commissioner Hoffman said the 
full power of his department will be 
used in stamping out these evils. 

While established dealers will not 
be obliged to put up the $1,000 bonds 
required by his 
department from 
new dealers, he 
added, re-ayplica- 
tions from dealers 
already licensed 
will undergo much 
stricter scrutiny 
in the future then 
before. 

“We're going to 





clamp down, too,” 

: ‘ he said, “on you 

J. E. Raine gealers who have 
keen promiscuous in the use of 
dealers’ plates. Many of you have 


|; made it a custem to oblige friends 
}and customers 


who had no time to 
get legitimate plates by lending « 
pair of your dealers’ plates.” 
Commissioner Hoffman also sug- 
gested that duplicate copies of bills 
| Of sale be sent to Trenton as auickly 
|} aS possible after automobile trans- 
actions. Recently, he said, there 
reported frauds where 
dishonest persons have sold cars by 
over original bills of sale. 
before copies of these new 
bills of sales could be received they 


have aprolied at Trenton for the 
duplicates of the original bills. 
Armed with these, they have 


snatched the cars and fled to other 
states. 

The commissioner 
the recommendations 
ton Survey in regard 


also spoke of 
of the Prince- 
to cutting 


| down the expenses of his depart- 
ment. 
“I'm afraid,” he said, “that as re- 


gards my department they are like 
the poets who awake at 11 o'clock 
in the morning and write sonneis 
about the sunrise. 


“They made a short survey of my 
Gepartment and decided they could 
consolidate certain functions and 


thus save $50,000. They completely 
forgot to reckon in the consolidation 
which would have cost the far 
more than $50,000. 

“As a matter of fact, other states 
have attempted a similar consolida- 
tion which has resulted not only in 
greater expense, bul in inconveni- 
ence to the motorists as well.” 

Mr, Hoffman reported that acci- 
dents on New Jersey roads have 
fallen off considerably, He said also 
that the decrease in registrations of 


Stale 


cars and trucks in this state has 
been far less than in others. 
There are about 36,000 fewer cars 


on Jersey roads this year than Jast, 


(Continued on Page 7) 
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HOW ONE STAR SALESMAN WORKS 





(Continued from Page 3) 


sands of expert craftsmen who have| metals at the lowest possible price, 
been with them for many years.}as well as the facilities accruing 


They do not intend to lose these 
men, and will not lose them. Pack- 
ard'foresaw the conditions that exist 
now, and, at the beginning of this 
series, decided to build a car that 
was so outstanding in value that it| 
would command the success it is | 
having. They deliberately placed | 
the price so low on these 1932 cars 
that each sale offers much smaller 
profits to every one, but the greater 
number of Packards being sold is the 
compensating reward. 

This determination and purpose 
has been accompanied by super- 
human efforts on the part of every 
one in our manufacturing organiza- 
tion—all doing double work. 
fact, plus the advantages of the 
great cash position of Packard, en- 
abling us to buy 





This 
instructed to always implant in the 





materials and) 


from the manufacture of more high 
grade automobiles during the past 
thirty years than any other, all 
contribute to the unusual value to 
be obtained in our car. I mention 
the advantages to all lines of busi- 
ness by the successful merchandis- 
ing of the automobile. By his pur- 
chase, he helps to keep the wheels 
of industry turning, lessons unem- 
ployment and patriotically assists in 
economic recovery. All of these 
many advantages versus the uncer- 
tain expense and trouble with his 
old car. 

The service department can be 
made the medium of a great many 
sales. Service salesmen should be 





owner’s mind the wonderful value to 
be obtained at this time in a new| 


Packard, instead of endeavoring to 
sell the owner on a rebuilding job. I 
have made a number of sales lately, 
because some of the owners enjoyed 
a drive in the new series demonstra- 
tor which we keep at the service 
Station. 

In my opinion, Packard advertis- 
ing is incomparable. It is so superior 
to any other in our industry that 
much of the “Pride of Ownership” 
feeling is thereby created. My only 
objection to our 1932 advertising is 
the use of the words “Light Eight.” 

In taking advantage of the “Pride 
of Ownership” appeal, I always men- 
tion to my prospect some unusual 
experience of our most prominent 
owners. I never mention the words 
“Pride of Ownership” if I can avoid 
it; rather, I endeavor to impress the 
prospect with our Packard clientele 
in a way that will offer no offense. 
I find most women are susceptible 
to this selling feature. 





CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





PIERCE-ARROW OUTPUT 
UP 25%; CAR SHORTAGE 


(Continued from Page 1) 


to meet its order requirements for 
the month. 

Distributors and dealers have been 
notified of the impending shortage 
by Roy H. Faulkner, vice-president 
in charge of sales. He further in- 
formed the Pierce-Arrow merchand- 
ising organization that surplus 
orders could only be filled from June 
production. 

“The fine car market has reacted 
far more favorably than we antici- 
pated a few weeks ago,” said Mr. 
Faulkner. “Of cour=2, we were cer- 
tain there would be a gradual in- 
crease in business and increased our 
building schedule accordingly. How- 
ever, the advance during the last 
few days has been so determined 
and ~>9 widespread that not only our 
stocks here at the factory but 
dealers’ stocks as well have been re- 


duced to their lowest point in years,” 

Mr, Faulkner also stated that the 
; recent upward trend in steel and 
general commodity prices would 
eventually force motor car manu- 
facturers to fall in line with the 
price advance. He declined to pre- 
dict definitely when such action 
could be expected, but inferred that 
it might be in the very near future. 
The company has already notified 
the dealer organization that prices 
are guaranteed only for the month 
of May. 


Capt. Eddie Rickenbacker, presi- 


dent of the Indianapolis Motor 
Speedway Corporation, has an- 


nounced that he has selected one 
of Pierce-Arrow’s ultra-modern new 
stream-lined Silver Arrows as his 
official car for the Memorial Day 
classic. 


CLASSIFIED ADVERTISEMENTS 
AUTOMOTIVE DAILY 
RESULTS. 


IN THE 
NEWS BRING 





Cumulative New Commercial Car Registration Statistics, April, 1933 


Figures in this table are from R. L. Polk & Co. of Detroit, 
which are furnished by the New Jersey Motor List Co., 
New York city, are included in New York state total. 


New Jersey, 


three companies. 


In this table, 30 states and the District of Columbia 
Returns for today: Arizona, California, Connecticut, Ohio, Oregon and Rhode Island 





New Car Division, Trenton, N. 



































with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, IL, 


J. Metropolitan district figures, 


and 


compiled by Sherlock & Arnold, 


Readers desiring county, city, or town lists, or lists of owners in any given section, may obtain these by addressing any of these 
Some of this data has been published previously, but it is given here complete for the convenience of our subscribers. 
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(Continued 
he said. Registration so far this 
year has fallen off 4% per cent. 

The group, after a discussion of 
enforced inspection of automobiles 
in this state, passed a resolution 
asking Gov. Moore to proclaim a 
compulsory safety campaign in 
which all motorists must have their 
automobiles examined for brakes, 
lights and other safety features. 

Commissioner Hoffman suggested 
the establishment of independent in- 
spection stations maintained by the 
state as the best way to avoid the 
promiscuous distribution of safety 
stickers. 

Mr. Banigan, speaking on “Mod- 
ern Maintenance, Service and 
Profits,” said in part: 

“As we come out of the present 
depression, the merchandising of 
automotive products and services— 
like the merchandising of all other 
goods and services—will, of neces- 
sity, be grooved toward the replen- 
ishment of depleted inventories. 

“The average car owner has two 
methods of replenishing his depleted 
inventory of available transporta- 
tion. 

“1, He can buy new cars. 

“2. He can buy maintenance. 

“Logically, he will be in the posi- 
tion to buy maintenance before he 
can afford to buy a new car. 

“And for that reason, the fact 
tkat the average of the cars on the 
streets today is five years as com- 
pared with three and a half years 
in 1929 raises some important angles 
—some fundamental consideration 
that may have a very direct bear- 
ing, not only on what kind of service 
can be sold, but how service can be 
best sold. 

“In order to emphasize the im- 
portance of this factor in approach- 
ing any discussion of the sale of 


service, let’s for a moment consider | 


a breakdown of those general figures 
that I quoted a moment ago. 

“In 1928, only 69 per cent. of the 
cars in use were two or more years 
old. That is, roughly, only two cars 
out of three were two or more years 
old. 
were two cr more years old. 

“Now, the 2-year-old car, so far 
as service is concerned, is like the 
40-year-old man—that’'s the danger 
age. 

“The 2-year-old car is more likely 
to become flirtatious, to break away 
from the home ties. It is more 
likely to change owners at and 
after that period. It is more likely 
to leave the dealer service station. 
It has accumulated more expensive 
tastes and it runs up more bills of 
$10 or more. The car two or more 
years old needs a lot of things it 


very happily got along without be- | 


fore it reached the ‘danger age.’” 


With seven out of eight cars more 
than two years old, there is reason 
to suspect that there have come 
about very definite basic changes in 
what service a great majority of the 
cars on the roads need, and in how 
that service can best be merchan- 
dised. 

“We do not know, but we suspect— 
those of us who have been privileged 
to observe the broader trend of ser- 
vice development in the past few 


years—that this changing character | 


of the cars in service may have had 
some definite influence in the devel- 
opment of the new service station 
competition that dealer service sta- 
tions and independent service sta- 
tions are facing today. 


“I refer particularly to the service 


activities of tire companies, oil com- | 


panies, super-service stations and 
other chain maintenance opera- 
tions.” 

Charles E. Henkleman, retiring 


president, said: 

“In concluding my second term as 
president of your organization, per- 
mit me to assure you of my appre- 
ciation of the confidence and sup- 
port you have given me in one of the 


most trying years of the automotive | 


industry. 

“I feel that the type of men you 
have selected as trustees, whose as- 
sociation as well as their interest and 
knowledge of the automotive indus- 
try not only enhances the honor of 
being the presiding officer, but is a 
position that should be coveted by 
every member of this association. 

“It is to be regretted that the 
funds of the association are tempo- 


rarily tied up due to the banking’ 


In 1933, seven cars out of eight | 
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situation. I am of the opinion that 
the association will not suffer any 
loss, 

“As our principal reason for exist- 
ence is to prevent legislation detri- 
mental to our interests as well as to 
enact such legislation as may be to 
our benefit and the trade in general, 
I find myself at a loss to adequately 
express my appreciation for the 
splendid work accomplished by the 
legislative committee of which John 
Brock is the chairman. 

“The faithful attendance of the 
entire body of trustees to such meet- 
ings as the chair has found neces- 
sary to call has been truly remark- 
able, in view of their large and 
varied interests, the distance neces- 
sary to travel, as well as the 
expense involved. At this time I 
desire to call your attention to the 
fact that the organization has not 
been charged in any manner, re- 
gardless of the cost involved, to call 
these various meetings. 

“I desire, also, to call your atten- 
tion to the report of the treasurer, 
| which will be rendered at the after- 
noon session of the convention, in 
which you will note the expenditures 
have been less than any year of our 
existence; yet it required more time 
and greater effort to promote our 
interest than in former years. This 
condition reflects credit on the 
trustees, as they are directly respon- 
sible to you.” 

Mr. Raine interestingly described 
the working of the compulsory in- 
spection in Maryland and answered 
a number of questions. 

The afternoon session was fol- 
lowed by a dinner and entertain- 
ment program. Speakers were Leo- 
nard Dreyfus, president of the 


of Motor. 


|Is Business Headed?” said that 1933 
is gcing to develop a new set of 
| leaders in city, state and nation. 
“The old strategy of profit has 
changed in the last twenty years,” 
Mr. Dreyfus continued. “In the old 
days a man reasoned that if he 
;}could turn out the same product 
|for a few cents less than a com- 





| United Advertising Corporation of | 
| New York, and James Dalton, editor | 


Mr. Dreyfus, speaking on “Where | 








| petitor it would be certain to sell; | 


; but now we are confronted by the 
|problem of selling. Take automo- 
| biles; today they are all pretty much 
| of a buy within their price range. 

| “Nothing that happened yester- 
| day will guide us tomorrow. Ten 
| years ago a mail order house thought 
it had a sure market for $7,000,000 
j;amnual business. Then came better 
roads, more automobiles. The farm- 
ers, who were the market for this 
company, came to town. The com- 


branches. And now comes the radio 


wife style conscious. 


afford not to. 

“Today it is a battle for survival 
of the fittest. In this country there 
is an automobile for every five peo- 
ple. In England, where the ratio 


forty-one people. Luxuries of other 
| countries have come to be neces- 
sities here; luxuries of yesterday are 
necessities of today. And we’re going 
to fight for them. 

“It is the duty of automobile sales- 
men to study and know advertising. 
| They should know that outdoor and 
| newspaper advertising are not com- 

petitive. The former reiterates, the 
latter explains. 
|New Jersey women are attacking 
|}outdoor advertising on _  asthetic 
grounds when it is the means of 
selling a billion dollars’ worth of 
goods every year. But you can’t 
lick the American business man.” 

Mr. Dalton, who spoke on “Present 
and Future,’ was then introduced 
by Horace A. Bonnell, toastmaster of 
the evening and a past president 
of the association. 

“Three years ago,” Mr. Dalton 
said, “I would have said it couldn’t 
have taken so long for things to re- 
adjust themselves. Now I know we 
will see the dawn of a new era 
within the next few months, yet I 
do not expect any tremendous in- 
crease in the sale of cars the next 
couple of years. 

“The automobile factories are just 
as badly off today as the dealers. 
They are selling new cars for less 





is closest, there is a car for every | 


A small group of | 


pany had to build many stores and | 


| development, making the farmer's | 
The mail or- | 
der house has to figure out whether | 
to enter the style, whether it can | 
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Nibroc Towels for Touring 


than they are worth by buying old 
cars for more than they are worth. 


I am not criticizing the cars 
themselves, but I am criticizing 
merchandising methods. N) palli- 


ative or panacea has ever solved the 
problem of the used car. It’s up to 
you. If you've got the guts, you 
ought to make a gross profit on used 
cars. 

“For God's sake, men, get out of 
the rut. Don’t do unprofitable things 
just because you’ve always done so. 
Bargain sales are legitimate, but 
that’s no reason why you should 
lose your shirt. Opportunity still 
knocks upon our door. The volume 
of trade in this country in 1932 was 
greater than the volume in any 
other country in the world in any 
other year.” 


STEEL OPERATIONS 
AT 43% OF CAPACITY 


(Continued from Page 1) 


longer period and may be stabilized 
above the current level. 

Carnegie Steel Company’s district 
mills are operating at 58 per cent., 
against 52 per cent. a week ago, 
while Republic Steel Corporation is 
operating its district mills at 34 per 
cent., unchanged last week. Trus- 
con Steel Company is operating: at 
25 per cent., up five points from last 
week, and General Fireproofing 
Company is operating again at 45 
per cent. 

Prospects of higher prices for 
sheets to follow advances already 
announced point to nigher opera- 
tions for district sheet mills. 


CHEVROLET ON 6-DAY WEEK 

Detroit, May 22.—Plants of Chev- 
rolet Motor Company operated Sat- 
urday, completing the first full six- 
day week in many months. The 
company has gradually increased its 
production from three days a week 
within the last two months. 
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locations where Nibroc cabinet 


may be conveniently placed. 


With the opening of the touring 
season the Brown’ Company, Port- 
land, Me., is planning an extensive 
campaign for its Nibroc paper tow- | 
els which are provided in a compact | 
steel cabinet, which is fitted under 
the dash of the car. This equipment 
is now standard on Hudson and Es- 





sex cars and is available as an ac- 
cessory for dealers and service sta- 
tions, According to the Brcwn Com- 
| pany, the new towels in their com- 
|pact dispenser provide an added | 
| convenience at the beach, on picnics | 
or of visits back to the ol’ swimmin’ 
hole. 

Among the claims made for the 
material in the Nibroc towel is wet- 
| strength, which makes them useable | 


are entitled to 


afforded | 


ALL- 


| 
| 
jing situation, 
| 


as a chamois or cloth, softness and 
cleanliness with qualities which ab- 
sorb both grease and water. 


| IMPROVEMENT IN CAR SALES 


SEEN BY CREDIT GROUP 
Philadelphia, Pa., May 22.—The 
gradual improvement in automobile 
sales is being reflected in greater 
activity on the part of the Credit 
Association of Commercial Bankers, 
| Philadelphia, which is comprised of 
j}the leading finance companies 
| specializing in the purchase of auto- 
mobile installment paper and oper- 
}ating in the Philadelphia area. 
According to Frederic M. Zimmer- 
man, vice-president of Automobile 
Banking Corporation and president 
of the association, members of the 
association have noticed that in line 
with encouraging reports of employ- 
ment increase, enhanced purchasing 
power, and adjustment of the bank- 
the general class of 
consumer credit has shown a re- 
markable improvement. 





the added protection 


ry L-O-F super 


Safety Glass 


AROUND 


—and YOU can MAKE MONEY providing it 


ck 80 and 90, L-O-F super Safety 
in both windshields and windows 


The average charge for L-O-F super Safety Glass in 
the windows of low-priced sedans which do not 
have it as standard equipment throughout is about 
$16.50. The average dealer discount is about 25%. 
THAT MEANS ABOUT $4.00 MORE ON EVERY 
CAR WITH SAFETY GLASS IN ALL WINDOWS. 
If a dealer sells 125 cars in a year . 
he is deliberately passing up if he does not sell 
Safety Glass when he sells acar.. 
to sell Safety Glass is to have cars on the floor, 
ready for delivery, equipped with Safety 


Glass all-around. 


In Packard, Studebaker, Franklin, Reo Royale, 
Ford DeLuxe Models, Cadillac, LaSalle, 


Lincoln and Bui 
Glass is supplied 


. - that’s $500 
. and the best way 


L-O-F Safety 
Custom Bodies 
ley Buses, Ci 
Bus Hodies, H 
Buse Bodies, 
Hodies, Crown 


White Schoot Buses. 


Huses. Stivuson. 
Matthews Cruisers and Chris-Crait Cruisers and Kunabout> 


at no extra charge. @ In Graham, Reo Flying Cloud, 
Willys, Ford Standard Models, Buick 50 and 60, 
Chevrolet, Oldsmobile, Pontiac, Rockne, Auburn and 
Cord, L-O-F super Safety Glass is supplied in wind- 
shields at no extra charge, and can be provided in the 
windows ata new low price, without delaying delivery. 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, OHIO 


Class is also used in Dietrich and Le Baron 
, Reo Speed Wagons, twin Coaches, Brill Trol- 
neinnati Trackless ‘Trolley Coaches, Bender 
ackney and Springfield School and Passenger 
York-Hoover Schoot Bu« 
School and Motor Coach Bodies, Ford School 
Stearman and Waco Aircraft, Gar Wood Boats, 


LIBBEY: OWENS: FORD 


SAFETY GLASS 















a HAS BEEN plenty of talk about “‘economy in 
operation” —so much so that the average motorist places 
a liberal discount on all such statements. 


But now you can be in a position to “talk turkey”. 


For with Bohnalite Cylinder Heads a car will demonstrate 
with such amazing economy and greater all around effi- 
ciency that a prospect will be taken right off his feet. 


Test charts show that in an average typical case Bohnalite 
Cylinder Heads show a decrease in fuel consumption of 10% 
to 12%—an increase in horsepower of 10% to 17%, an in- 
crease in torque of 10°) to 15%0 without premium fuels! 


Also as Bohnalite is 62° lighter than iron, a big weight 
saving is another economy factor. 
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In short, Bohnalite Cylinder Heads insure improved per- 
formance in speed and acceleration—higher engine output 
with lower fuel consumption—more horsepower for a given 
size of motor—smoother operation—elimination of detona- 
tion or “ping”’. ' , 


Manufacturing processes developed by Bohn engineers have 
perfected the design and made possible the production 
methods which are responsible for the perfection of this 
advanced product. 


You know the high efficiency value of Nelson Bohnalite 
Pistons. It’s only a matter of time before all cars will come 
with Nelson Bohnalite Pistons and Bohnalite Cylinder Heads 
—an ideal combination. Bohn Aluminum and Brass Cor- 
poration, Detroit, Michigan. 









